








ID ARTICLE INDEX—JANUARY TO JUNE, 1977 


Special Reports 


The South markets on the move 
Bankruptcy: the realities of failure.... Feb 31 
31st Survey of Distributor Operations 
profits steady 
Do you know your market? If not, try 
market research 


ideas For Management 


Price hikes fan inflation fears 

Don’t neglect good management 

Viewpoint/Manufacturing and distribution, 
two links in the chain 

States are new target of product 
Liability reforms 

Hotline/Credit to ease in '77 

Viewpoint/Plan around pitfalls 

Hotline/Summer sales looking up as gas 
crisis upsets plant schedules 

Plan carefully then move in fast 

Insurance offsets estate losses 

Stay independent, stay profitable 

Change: the first rule of turnaround.. May 67 

Why Wall Street eyes distribution 

Selling your business 

New opportunities seen in Carter's 
energy package 


Sales & Training 


Add psychology to phone sales 
Capsule sales concept/Fine tuning to 
beat uncertainty 
Zero in on productive selling 
Capsule sales/Liven up supplier 
sessions 
Cansule sales/Don’t look back 
Capsule sales concept/Lightning 
strikes twice 
An updated standard for catalogs... May 101 
Watch your salesmen learn fast May 109 
Systems contracting at Sewall Bros . . . Target: 
90% of a customer’s MRO 
Where the selling never stops 
How IBT ‘optimizes’ its people 
‘The world is your marketplace’ 
Sales are all up . . . On the hills of 
San Francisco 
Capsule sales/Working smarter 
Selling OR marketing . . . It takes both 
to be a sales pro 


May 130 
May 136 


Capsule sales/The best reward 


How to defend your inventory 
writedowns 
NAED Warehouse productivity clinic.. Mar 58 
Re-evaluate your views on LIFO 
The standardization process 
Don’t waste your computer 
Systemize your sales data 
Energy + innovation: perfect blend.. May 150 
Crime is up . . . so rethink security. May 157 
Cut inventory, improve service.... 
Two-way radio zips orders through 
warehouse 
Try a simplified approach to EOQ... 
Viewpoint/Computers 
Downsiairs is for stock, upstairs 
is for food and talk 


People 


Pacesetter: Irwin Raichle... 
service family style 
Freelance your way to success 


Pacesetter: Chuck Cornel! . . . On-the-job 
training, executive style 

Pacesetter: Charles Klein . . . The thinking 
man’s distributor 


Companies 


Buckeye Bolt and Nut. . . Business is 
where you find it 


Associations 


CSIDA 44ih Annual Convention. . . 
Awareness! Action now! 
Nat'l Fastener Distributors’ Meeting 
views problems worldwide 
SIDA’s 75th Annual Convention ... .Pro 
fessionalism, potential and problems 
highlight huge meeting 
NAW’'s annual . . . The tneme was action, 
the focus was government 
Western States Conference . . . Program on 
operating problems overshadows concern 
with drought Apr 45 
TIS preview .. . Record crowd heading 
for Las Vegas May 37 
Distributors! Know your associations. May 89 
Bearing Specialists Assn. 11th Annual 
Convention 





ID/June, 1977 

















ID ARTICLE INDEX—JULY TO DECEMBER, 1977 


Special Reports 


Training for effect 
The White House Conference on Small 
Business. . .Carter promises broad, long-term 
commitment July 42 
Can the independents compete with the 
Aug 32 


Brian Supply: The house of quiet 
confidence 

Viewpoint: Washington and small 
business 


ideas For Management 


Hotline: Supreme Court ok’s location clauses; 
impact not clear yet Aug 43 
Profitmaker: Adhesives and sealants.. Aug 54 
Hotline: Fed push for product liability 
legislation slows 
Making it in Alaska. . .It’s 2 special kind 
of challenge Sept 67 
Try estate planning for inveitories... Sept 72 
Supplier-distributor relationships: the 
legal considerations 
Viewpoint/Imports: the controversy 
rages on 
Hotline: Carter’s tax reiief plan 
Hotline: Distributor sales up . . .Will the 


Suppliers, distributors, and the law... 
Manufacturers’ rights and limitations.. Nov 66 


Sales & Marketing 


Capsule sales concept/The pain-pleasure 
principle 
Capsule sales concept/The research 


Capsule sales concept/Operating at half 


Sept 91 
'77 - ‘78: Power transmission update.. Oct 41 


Capsule sales concept/Carry a mirror. Oct 57 

Capsule sales concept/Cbjections? Try 
psychology Nov 71 

Capsule sales concept/As young as you 


Portrait of your next competitor 
Should distributors advertise in local 
7 AR Ny SES ea ta Sept 51 


People 


Pacesetter: Sid Goodwin. . .They are profiting 
from fasteners July 56 
Pacesetter: Maicolm Haven. . .He makes friends, 
not ‘customers’ Sept 85 
Pacesetter: Victor J. Cangro. . .Urban man in 
an urban market 
Pacesetter: Jim L. Jenkins: He learns 
from life 


Associations 
First half inflation revives LIFO 


Triple Industrial Supply Convention ‘77. . . 
Vegas and rising economy spark bolder 
management outlook July 49 

At the 3rd annual FPDA meeting. . .Program 
maps new strategies for ‘Protecting your 
business’ Aug 49 

Association presidents call for renewed focus 
on old problems Sept 59 

BSA's Fifth Fall Conference. . .Distributors 
show concern over bearing imports, prices, 
and availability 

ASMMA’'s 15th Industrial Distribution 
Conference 


Companies 


New life for a century-old firm 

At Alamo Welding Supply. . .It’s selling with 
a difference 

For Braberry Sales Corp. . .Simple 
specializing isn't enough 





1D/December, 1977 
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